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I. Mission & Objectives 

The mission statement of the Los Angeles Public Library (LAPL) reads: “The Los 
Angeles Public Library provides free and easy access to information, ideas, books and 
technology that enrich, educate and empower every individual in our city’s diverse communities” 
(Los Angeles Public Library, n.d.a.). This ambitious mission covers nearly 4 million individuals 
within a 500 square mile area. The City of Los Angeles comprises 114 neighborhoods (Los 
Angeles Times, n.d.a.); one of those neighborhoods is Cypress Park, which contains over 10,000 
residents within a 0.72 square mile area in Northeast L.A. (Los Angeles Times, n.d.b.). This 
neighborhood is served by the LAPL’s Cypress Park Branch. 

The collection we are marketing is the Cypress Park Branch Library’s unique Science 
Curriculum Collection. The purpose of this collection is to aid students, particularly middle 
school students, in learning science, while also helping to make learning fun. The Science 
Curriculum Collection follows the California State Board of Education’s content standards for 
grades 6-8, supplementing students’ education in life science, Earth and space science, and 
physical science (Curriculum Frameworks and Instructional Resources Division of the California 
Department of Education, n.d.). Though the Science Curriculum Collection was designed for that 
purpose, anyone with a library card is welcome to check out and make use of the resources, no 


matter their age or education level. 


II.Description of the Initiative, Service, or Other Offering You Are Marketing 
Regarding this collection, the Cypress Park Branch Library’s web page states: 
Our Science Curriculum Collection consists of science learning tools such as posters, models, 


and games that you can check out using your library card! Although carefully curated to align 
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with California’s middle school science curriculum, the collection is for everyone, including 
teachers, teacher’s aides, homeschooling, etc. Visit us to browse the only collection of this kind 
in any library in the City of Los Angeles! (Los Angeles Public Library, n.d.b.) 

This photo from the Cypress Park Branch’s Facebook page shows a sample of the 
collection’s various models, games, and visual aids that correlate with California middle school 
students’ lessons on life science, Earth and space science, and physical science (Cypress Park 


Branch — Los Angeles Public Library, 2019): 





III. Target Market Analysis 


The Science Curriculum Collection at the Cypress Park Branch Library is a valuable 
resource that deserves to be noticed and used. We are afraid that it is being underused, and our 
proposition is to help the Cypress Park Branch expand their audience for this collection. First, we 


need to segment and target the market by conducting ethnographic research in the community 
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that the Cypress Park Branch serves. One way to do that is through the use of Census data and 
Esri Tapestry, a Geographic Information System (GIS) application. According to the United 
States Census Bureau website, Cypress Park, where the Cypress Park Branch operates, is a 
diverse community made up of 48.5% Hispanic residents, 52.1% white residents, 11.6% Asian 
residents, and 8.9% black residents (United States Census Bureau, 2019). Esri Tapestry taught us 
that more than 40% of the neighboring population was born abroad, meaning that English might 
not be their first language (Esri, 2020). In the surrounding area, 25% of the population speak 
Spanish as their primary language (Esri, 2020). Because of this linguistic challenge, school-age 
patrons often need access to learning resources outside of school to work at their own pace. 
Learning about science can be one of the most engaging experiences in one’s life; the 
experiments done in elementary school can be so significant in a developing mind. That is why 
we want to expand the advertising of the Science Curriculum Collection at the Cypress Park 
Branch. In contrast, the area just outside of Cypress Park, which the Cypress Park Branch also 
serves, has a population of mostly white residents (Esri, n.d.c.). These residents differ in the 
sense that most homes have high speed internet, earn an above-average income, and are mostly 
made up of single people and single families. These residents are more likely to have access to 
learning tools at home or afford to send their kids to higher-performing private schools. There is 
a vast difference between both demographics, and while the Cypress Park Branch is here to serve 
both communities, our focus for the Science Curriculum Collection should be on those who need 
it most. 

We can expand advertisements to parents/guardians directly by mailing a flyer to patrons’ 
homes about the programs the branch offers, especially the Science Curriculum Collection. The 


Esri website mentions that patrons of the surrounding area use technology but do not rely on 
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technology; therefore, it will be much easier to reach the audience by printing flyers and leaving 
some at schools, community centers, and libraries and have these establishments distribute them 
appropriately. Since the majority of patrons in the surrounding area are Hispanic, it makes sense 
to do the advertisement in Spanish and English. Another way we can reach our audience is by 
advertising on bus stops. According to Esri, the patrons of the surrounding area spend a bigger 
portion of their budget on transportation which means that most patrons spend a lot of time using 
buses and bus stops or being stuck in traffic which means that putting advertisements in such 
places will inquire high volume of interactions. When putting advertisements in these places, we 
can include various languages like Chinese, Japanese, or Korean (Los Angeles Times, n.d.b.). 
Children under 18 who could benefit from the library’s science collection make up 20% of the 
Cypress Park neighborhood (United States Census Bureau, 2019). According to the LA Times, 
the surrounding area of the Cypress Park Branch has a low median household income. This 
program will benefit parents who don’t have extra resources to pay for tutoring for their 
children. With this in mind, while the main users of the Science Curriculum Collection will be 
elementary and junior high school students who need a little help in that area of study, we believe 
our target audience is their parents, who may be more invested in their children’s education than 
even their children are at this point. 

Another way to gather ethnographic information about the Cypress Park area is to 
conduct focus groups where we show the parents and teachers our collection as is and they can 
give their input as to what needs to be added or what needs to be weeded out. We can also 
conduct focus groups with parents and teachers to see what kinds of materials we should focus 
on to aid students in a particular area they are struggling in. We can also survey patrons to 


narrow down the length and time slots they are available to bring in students to attend the science 
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program. We can collaborate with the surrounding schools to see test scores to see what specific 
area students are struggling with and would benefit from. Finally, we should conduct in-depth 
individual interviews with parents, students, and teachers to get an understanding of how the 
Science Curriculum Collection can best serve them. These interviews will allow us to gather 


more specific data than the focus groups and surveys could do on their own. 


IV.Market Analysis 

With a general understanding of who our target market is, we conducted a SWOT 
analysis of the Cypress Park Branch’s community as part of our market analysis. 
Strengths 

Our greatest strength is the Science Curriculum Collection itself. This collection is 
unique for the library, it makes learning fun, and it can bring together entire families to have a 
good time together and learn something new. This collection has great opportunities to grow and 
evolve with the community. There are various ways that this collection can evolve to help 
patrons of all ages. The surrounding area is multigenerational family; however, this includes 20% 
of the population being under the age of 18 (Census, 2019). The surrounding area of the Cypress 
Branch is mostly made up of immigrant families and most of the students are first generation 
meaning they have no one at home to help them if they need help on their homework. This 
collection can be a huge aid to these first-generation students, and to the family because it’s 
completely free. 
Weaknesses 
The Cypress Park Branch Library’s greatest weakness is its budget. This small branch library 
does not have millions of dollars to spend on reaching our target audience, so we need to be 


creative to make sure every dollar goes as far as possible. Since most of the population of the 
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surrounding area use public transportation it might not always be as easily accessible to go to the 
library often therefore some sections of the collection should be uploaded online. The library 
branch has already done the more difficult part of starting a science collection. Their issue is that 
they haven’t marketed the program to patrons. Unless patrons are looking for resources they 
won’t know that the library offers such programs. Not all patrons are tech savvy and know that 
libraries have websites: therefore, it is best to reach most of the audience through different 
means. Because the surrounding area is mostly immigrant, the material should be available in 
various languages to accommodate everyone. As well, the branches of Los Angeles County have 
a very small budget. This is an issue because it is the community that needs the collections but 
lacks the funds. 

Opportunities 

There are four schools within Cypress Park, and two of them are within walking distance of the 
library. There are at least 15 more schools in the neighborhoods surrounding Cypress Park. These 
schools are key partners in reaching our target audience and in helping develop the Science 
Curriculum Collection. The surrounding elementary and middle school have a low academic 
performance index. The scores range from 2-6 out of a scale from 1-10 with 10 being the highest 
(Los Angeles Times, n.d.c.). A program like this could significantly improve their API scores and 
thereby benefit the whole community. In order to drive more patrons to the Branch, we can 
collaborate with schools to create a fun project that is a continuation of what students are 
learning in school. For example, if students are learning about the sun’s energy, the branch can 
design an experiment like making an oven using solar power to ensure they have a memorable 


lesson. Science can be easy if there is a fun experiment attached to it. 
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As mentioned above, 20% of Cypress Park’s residents are under the age of 18. 17% of the 
users on Instagram are teenagers which means we can set up digital advertisements on Instagram 
to target students (London School, 2017). We can also do digital advertisements on Twitter, 37% 
of their users are between the ages of 18-29 which is when most people start having children or 
have siblings who are still in school 25% of the users on Twitter are between the ages of 30-49 
years old which is also another age group where people start having children or have children 
that are in elementary/ middle school (London School, 2017) Snapchat also has 23% of their 
users under the age of 18, which also makes it a great platform to advertise because we can use 
ethnographic marketing to ensure we maximize the advertisements (London School, 

2017). 

This program has the opportunity to grow and expand into various branches so no matter where 
patrons are they can access the resources. It is also helpful if the material is uploaded to the site 
so the material can be reviewed at any time, even if the library is closed. This program offers 
supplemental learning in conjunction to what students are learning in class. Expansion and 
outreach are the top priority to ensure the success of the marketing of the science collection. The 
library does have a strong sense of what the community needs. There are various schools 
surrounding this library branch that would be more than happy to partner with the library to 
create a more memorable experience for patrons. If schools partner up with the 
branch library then they can supplement some of the resources the library lacks and the library 
can supplement some of the resources the schools lack. It would be possible for some teachers to 
overlook some of the activities and use their lesson plan that they weren’t able to use during the 


school year due to lack of time/resources. The possibilities are endless. 
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Threats 

There are various threats to this collection. One potential threat is lack of interest on the 
part of students. Students can feel that the collection is boring and feels like extra school work. 
The collection has to appeal to students and seem like a fun activity where they are learning 
without knowing they are learning. Students must feel engaged in the activities and lessons 
provided so there is motivation to want to assist in the activities. The activities provided have 
to be one-of-a-kind in order for students to remember the lesson for years to come. Museums 
also pose a threat to the collection. Museums can be supplemental learning, although most 
museums cost money to access their resources. Museums are known to be engaging and 
memorable; however, it is not easily accessible for everyone. Patrons must have the means to 
access a museum and enjoy the collection they offer. We can also turn this threat into an 
opportunity by partnering with museums and leaving our advertising flyers at the Welcome Desk 


and ticketing area. 


V.The Competition 





Comparing: ==—————[My Organization Competitor 1 ompetitor 2 


General description of 
hat the organization 
offers. 


Summary of Work directly with local Uses PBS web platform 
Promotional Tactics secondary schools 

Additional Value (what 
does this competitor 





SCIENCE CURRICULUM COLLECTION MARKETING PLAN 10 


hat can my n/a Our collection can be Our collection is geared 
organization do to accessed throughout the for students and their 
“defend” against the year parents for in-home use 
“additional value” areas Kids can focus on areas Our collection is intended 
listed in the row above? wherein they need more to make science learning 
help or practice fun and engaging for the 
Our collection is whole family at home 


structured around SBE 
standard curricula 





VI.Promotional Tactics 


Notes & Comments Expected timing and Estimated costs 
(Why will this resonate completion 
with your target market? 
How will you tailor your 
messaging by segment?) 


ocial media Focus on Facebook & Instagram|Continuous 50/month 
as the more “universal” 


In-library Flyers, posters, displays which {Continuous 
draw patrons to the collection 


Distributed at public transit Continuous 20 
locations, in schools, at 
ommunity centers, 
restaurants, and available in 
chool partnerships ork with local schools to refer|Beginning of the school year 100 
students to the library for (September or October) 
additional help and resources 
Perhaps send the children’s 
librarian to schools to present 
he collection in science classes 
or an assembly 


i i i 
unding/referrals/promotion 
ith children 


GoogleAds Ads targeted toward millennials|Continuous 50/month 
in the area (who are likely to 
have children in our target 
demographic) 


Park bench One bench near a school A weeks a the begging of the 500 
advertising the collection chool year (September) 
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Digital Marketing Budget Tracker 

Public libraries’ marketing budgets are $3,000 or less 38% of the time (Statista, 2018). 
While we do not know the exact marketing budget for the Cypress Park Branch Library, we do 
know that the library is fairly small, but it is part of the Los Angeles Public Library (LAPL) 
system, which is quite large. With this in mind, we estimate that the Cypress Park Branch 
Library has a yearly marketing budget of $3,000, with $100 per month ($1,200 per year) devoted 
to digital marketing. That said, they probably have access to a greater pool of resources through 
LAPL upon special request. The following tables and graphs represent the Digital Marketing 
Budget Summary for February 2021 through January 2022. 


Digital Marketing Budget Summary 




















Budget Summary Budget Actual Balance Cumulative Budget | Cumulative Actual 
February| $ 100.00|}$ 100.00] $ - S 100.00 | $ 100.00 
March| $ 100.00}$ 100.00} S$ - S 200.00 | $ 200.00 
April| $ 100.00 | $ - $ 100.00 | $ 300.00 | $ 200.00 

May} $ 100.00 | $ $ 100.00 | $ 400.00 | $ 200.00 

June) $ 100.00 | $ - $ 100.00 | $ 500.00 | $ 200.00 

July| $ 100.00 | $ - $ 100.00 | $ 600.00 | $ 200.00 
August) $ 100.00 | $ $ 100.00 | $ 700.00 | $ 200.00 
September) $ 100.00 | $ - $ 100.00 | $ 800.00 | $ 200.00 
October} $ 100.00 | $ $ 100.00 | $ 900.00 | $ 200.00 
November| $ 100.00 | $ - $ 100.00 | $ 1,000.00 | $ 200.00 
December} $ 100.00 | $ - $ 100.00 | $ 1,100.00 | $ 200.00 
January| $ 100.00 | $ - S 100.00 | $ 1,200.00 | $ 200.00 
Total $ 1,200.00|$ 200.00 $ 1,000.00) $ 1,200.00 | $ 200.00 




















SCIENCE CURRICULUM COLLECTION MARKETING PLAN 12 
™\ 
Share of Actual Budget Spent 
0% 0% 
mw Google Ads - Display 
m Facebook + Instagram 
= Gmail 
m 3rd Party Networks 
S 
( >) 
Budget vs. Actual Spend Tracker 
$1,400.00 
$1,200.00 
$1,000.00 
$800.00 
$600.00 
$400.00 
$200.00 
6. 
A Gy * a ¢ ss S $ gs $ $ A 
2 s ye x Ss Y < © “a » 
& SS s Y a & é Ss 
-=®— Cumulative Budget —@—Cumulative Actual 
\ / 











SCIENCE CURRICULUM COLLECTION MARKETING PLAN 13 


VII. Control Phase 

In determining the effectiveness of our marketing strategy for the Science Curriculum 
Collection, we need to assess and evaluate our promotional efforts as well as the collection itself 
(and of course the two are intertwined). The most fundamental test to determine if our marketing 
tactics are stoking interest is observing if more patrons are coming to the Cypress Park Branch 
Library to browse and check out the Science Collection Curriculum. We hope to see a sharp rise 
in this collection’s circulation as a result of our marketing efforts. It would be very exciting if 
former non-users of the library started getting library cards just to check out materials from this 
collection. This data needs to be carefully observed and tracked. 

Analytics from social media sites like Facebook, Twitter, and Instagram can reveal how 
many views and interactions our promotional posts have been getting (Florida Library Webinars, 
2018), and similar useful information can be found for the library’s website and Google Ads 
(Hursh, 2019). If the website and social media accounts do not generate as many views or 
engagement as we would like, we will need to determine how to tweak these to improve 
performance. Perhaps the posts need to be more interactive or eye-catching, or maybe we have 
not been catering to our specific target audience. 

Johnson (2018) provides several tools to conduct both qualitative and quantitative 
analyses of the collection itself to see if it is serving the needs of our patrons. The library should 
conduct regular list checking to see if the collection still adequately supplements California’s 
middle school science standards. The library should also maintain accurate logs of which 
resources are actually being checked out, as well as which resources are used within the library. 
Formal and informal interviews, user surveys, and focus groups of patrons who do check out the 


resources or use them in-library can help determine how useful patrons have found the materials 
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and if there are other materials or types of materials they would like to see added to the 
collection. Finally, developing relationships with local science teachers and regularly checking in 
with them can provide additional insight into what students are learning, if there are any changes 
in the curriculum, and what would be helpful for students of these specific schools. 

It is important to remember that the development and maintenance of the Science 
Curriculum Collection and the planning and implementation of the marketing mix are ongoing 
activities that need to be constantly evaluated and modified. We believe that the Cypress Park 
Branch of the LAPL has an extremely valuable resource in its Science Curriculum Collection, 
and we want to make sure that the people who would benefit most from it are aware of it and 


have easy access to it. 
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